a special sectio

The /\Vew SBA

The Small Business Administration’s Columbus District office is leaner,
faster and more user-friendly since Thomas Mueller took over in 2003.

my Lozier and entreprencurs like
Aher are the reasons  Thomas

Muetler goes o work every morn-
mg:. Mueller is the director of the LIS
Small Business Administration’s Colum-
bus District office, and his [4th-Noor office
al 2 Natiomwide Plaza is an easy walk from
Loziers Omega Artisan Bakery in the
Morth Market. Mueller assumed s SBA
post in December 2003, just a few months
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afler Loziers bakery was up and running—
with a 25,000 financial boost from an
SBA-guaranteed loan.

“Peaple like her really are the ones driv-
ing the cconomy and keeping the country
going” Mueller savs. “They're risking ev-
erything, their fime and effort, 10 make
something work. They're not just silling
back. D think she'’s doing a great job”

Spend a few minutes talking to Lozier

about bread, and its casy o see why Chmega
Artisan Bakery has been so successlul
since she opened for business in August
2003, %1 don’t consider myselfan artist, but
itizacraft,” Lozier says. 1 don’t see it as a
manufacturing process, although | osee i
very seriously asa business. Bul the et of
making bread: Every single loatwe make is
touched by hand. 1t% shaped by hand, We
have very few pieces of equipment.”

SBA Director Thomas Mueller pays a visit fo
Amy Lozier, who owns Omega Artisan
Bakery in the North Market. Lozier fias been
able to hire three full-time workers and four
part-timers since recaiving fier SBA funding.
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When Lozier looked around Columbus
o vears ago and found few, if any, ven-
dors who saw muking bread the same way
she did, she decided to do something about
it. “There was no place in town to buy the
kind of bread [ wanted 1o buy—~hat T want-
ed loeal,” she savs.

Although Lozier and her hushand could
have financed the project privately. there
were plenty of other expenses—tuition lor a
daughter attending college, for example
with claims on their personal financial re-
serves. 5o Lozier opted for bank fnancing
through an SEA micro-loan progran,

“I felt very stromgly that [ would prefer
ter ave o partner that's a bank, and in partic-
ular 1 felt i would be easier o get a loan—
as a woman and someone who hadn't
worked in a bakery—with an SBA ap-
proval, an SBA puarantee,” she says,

As a federal agency, the SBA is open to
all the usual suspicions about government
programs: lots of ved tape, insensitive bu-
reaucrals, long waits, arbitrary decisions,
But Lowzier says that’s net what she experi-
enced  while attending  SBA-sponsored
small-business seminars, including those
run by the Service Corps of Retired Hxecu-
tives (SCORE), and securing her 525,000
loan through National City Bank.

“The process was so fast” she savs,
HOmee evervibing gol in, i1 was within 24
howrs we got an answer and then it was, [
think, enly 48 hours after that that it came
back on paper. 1Lwas just so much faster than
I expected. I mean, T haven't dealt a lot with
the government, but you know how you
think about that, You think, ah, its going o
be eight weeks, s going to be 12 weeks—
what am [ going to doin the meantime?”

Since receiving her seed money loan,
Lozier has grown Omega Artisan Bakery
frome a business where she had only, bvo
part-time emplovees and worked 18-hour
days fo an enterprise that employs three
full-time workers and four part-timers.

In other words, Lozier is creating jobs,
which is a big part of the SBA mission, *|
hope o create more,” she says. “Is my
deepest hope 1o ereate more. [ like the idea
that the money 1 pay in taxes is going to
help people create jobs that keep money in
the community, rather than jusl a very, very
large corporation. [ like the idea of the SBA
not just giving loans, but they also have
classes like SCORLE, which is remarkable”

Mueller’s Mission

Mueller has a big fan in Brad Shimp, execu-
tive director ol the not-lor-profit Community
Capital Development Corp, (CCDC), which
works with the SBA on both lending and
raining programs. Shimp says Mueller is
“eoing a great job, He's really put 2 focus on
marketing and getting out there to the banks
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and talking about the programs. He's really
pushed that, He calls me pariadically and
asks how business is. 1 feel like we'ne a part-
ner in this whale thing, because he has goals
he wants to meet. 1 obviously wanl 1o da
deals, and 1 feel ke we're partners”

Will Bowdish, a vice president at MNa-
tioral  City charged with directing the
bank’s Ohio and Kentucky SBA loan pro-
grams, has a similar take on Mueller, “My
impression was he took the first couple
manths to understand the market and shat
the needs were here,” Bowdish savs. “[
think he did a nice job meeting with us and
other entities to see what our needs are. . |
think we see Tom carrying oul the mission
ol the new SBA, and I think we're going Lo
see that happen effectively”

The “new” SBA, Bowdish says, 1s lean-
er, faster and more user-friendly than it has
been in his nearly 10 years working with
the SBA at National City. “We're pleased
with the changes because we can make
quicker loan decisions . and get the deals
booked and closed faster than we ever
could before,” Bowdish says,

“They have encouraged lenders (o do a
lot more small-business lending in small
amounts versus  traditionally what were
larger-dollar-amaount loans that we used to

focus on. We're doing a whole lot more of

them.” he says. “The role of the district has
changed somewhat as SBA has heen
changing. s changing the district ollices

fironn where they historically were the folks
who analyzed the loans and approved them,
Tom has fit well into that”

Indeed, the past few years have seen the
SBA consolidate in Sacramento, Calill,
manmy of the loan approval functions that
used to be handled [ocally, leaving rezional
offices such as Mueller's to act as evange-
lists for the SBA% core mission: job cre-
ation through small-business growth. In
(hio, a state reeling from the exporting of
manufacturing jobs, that is no small task.

“We are more into outreach. We're in
lender relations,” Mueller savs. “We're talk-
ing toalot ol banks all over the state, Ohio is
in the bottorn 20 pereent as Tar as loans lor
small businesses. There are two states, New
Hampshire and Maine, that have done five
times the number of SBA loans than we
have done inthis state, porbusiness”

Why the low rate of lending? “Some
people think that it may he conservative
banks: other people think its conservative
Ohioans who just don’t want to borrow
meoney,” Mueller savs, “@think it's a combi-
nation ofbeth,”

Whatever the reason lor Ohie’s lagging
past performance, Mucller says the SBAS
ourreach efforts seem to be bearing fruoit,
He savs his office has seen an increase of
mere than 40 percent in its rate of 7(a) loan
guarantees in 2005, following 26 percent
anc 28 percent increases in the previous
two years. A T(a) loan s the SBA% primary



business loan program to help qualified
small businesses oblain linancing when
they might not be eligible for business
lans through normal lending channels. It
also s the agency s most Oexible business
lean program, since lnancing under (his

program can be guaranteed for a variety of

eeneral business purposes.

Shimp savs his oflice 5 sceimg growth
similar to that described by Mueller. “In the
wear 2003 1 think we had 26 loans approved,
which was not very good Tor ws” Shimp
sys. “This pust vear we had 54 loans, so
that's almost double.”

The SBA also has loosenad geographi-
cal restrictions on where agencies such as
CCDE can aperate, allowing CUDC 10 ex-
pand its reach beyond Central Ohio, across
the state and even into some contiguous
counties cutside Ohio,

The growth is due both to the SBAY new
fiocus on small business outreach and training,
anel o the steeambined loon approsvals, Mueller
savs. s working becouse lenders don’twant
o delay the loans s costomers, Its their bot-
tonn line and profie,” Mueller says. “IF they e
aol o wail a couple extra weeks o have it re-
wiewd here, they could lose that custoomer”

Measuring Success

While a mission of the SBA is to create
jobs, Mueller and his coborts are surpris-
ingly madest when it comes to claiming

credit when those jobs actually are created.
s very tough to determine whether these
businesses are succesding because of us”
Mueller savs,

“You never really know iF suceess three
wears down the read was due tous, orthe econ-

oy, or their skill sets or all these number of

things,” says Scot Havdin, a loan specialist of-
ficer in the SBA% Columbus office. “To try to
take credit for it after the face, which of course
wz winlld do, is abviously a lot ol work—call-
ing people back up, asking them how they're
doing and did they feel that our lean was the
difference betwean them being viable or not
being viable, OF course they never really want
1o answer that question; people really never
like to answer that question,”

Agencies that wark with the SBA, such
as CCDC, are foreed to track such figures,
wilh the objective of reaching a full-time
Job created for every 50,000 in loans.
“When our loan officer goes out there, we
ask how many full-time equivalents they
have.” Shimp says. *Two years afler they ve
borrowed our money, we send a letter ask-
ng for how many jobs they have now. [Tae
did 518 million in loans, we're supposed o
create 360 jobs,

“There are some exceptions to that: if
115 10 an empowerment zone, if it meets a
public-policy purpose, [T its a manulactur-
er, its ane job for every S100,000. Woman-,
minerily-, veteran-cwned business, the job

Article reprinted with permission from Columbus CEO Magazine.

requirement is waived, But our mission is
still job creation.”

Shimp says the SBA does not track jobs
created al individual businesses, but rather
leroks at the wtal portfolio of SBA loans 1o
see if lending institutions are mesting the

Job-creation goals. So acompany like Lozi-

er's Omega Artisan Bakery, which has gen-
erated the equivalent of five full-time jobs
with only 525,000 borrowed, is a net-gainer
[ Wational City,

At the very top end o the net-ganer spec-
trum is a company like Dayton's MTC Tech-
nolegics, According o Lugene Grant, a busi-
ness opportunity specialist in the SBA% Co-
homibus District office, MTC participated in
an 8{a) loan program, generally reserved for
ethnic minority entrepreneurs, MTC started
lite in 1984 with one emplovee and now em-
ploys more than 2,500 across the country.
“Theyre trading on Wall Streer” Grant says,

Surprisingly, Mueller savs he would like
1o see the job-creation requirement waived
for manufacturers who seek SBA-backed
loans, despite the dearth of such jobs in
Ohic, 10 encourage more manufacturers to
slay pul., “We want 1o encourage people o
fight the good Light and sty and invest and
build manufacturing in Ohio,” Mueller
says, "1 we don't, what's zoing to happen?
Howy are we going to have a defense? [ we
have no munufacturing capability here in a
time of war, what's going to happen?

“We think to be in manufacturing today
is wery high risk,” Mueller adds. *You gotta
really salute those guys, people who are
willing 1o keep fighting in manufacturing.
That's a tough way to go, bul vou have o do
it, somebody has to do it so those that are
doing it, thats a preat thing to me”

In Transition

Moving forward, the SBAS changing mis-
ston as a facilitator for new entrepreneurs
and small businesses will Toree 11 e lind
more and better ways to get lenders and
borrowers 1o the table, says Douglas
Sweasy, 1 business development specialist
in the SBAs Columbus oflice.

“We're i transition,” Swesey says. 7l
think the chaplers not been writlen yet on ex-
actly what an office like this is going 10 loek
like, Itk still evalving, so thats where we are”

SWeTre all teying o fgure oot new wiays,
What is the best way? We're always, con-
stantly questioning,” Mueller says. “Right
new, we have decided thal geing oot and
visiting lenders and getting out there with
the public is the best way 1o make an im-
pact, As tme goes an we could change, bt
until we come up with a better way to make
an impact, we'll continue Lo do that” £

Helr Steln i o dechnical comamunica-
o frsirietor of Celumidnes State Connie-
nity College.



